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OVERVIEW

An Expensive Mistake: Selling in a One-Off ProcesS
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CLIENT

Agency 1
West Cost Retailer

Agency 2
Southeast Retailer

Agency 3
100 Year Old 

Family Business

ONE-OFF DEAL COMPETITIVE PROCESS

$34
MILLION

$10
MILLION

$60
MILLION

$48
MILLION

$19
MILLION

$90
MILLION

41%

90%

50%

One-Off Deal
1. Initial Conversion

2. Provided Financial Information

3. Makes Offer

4. Sells Agency @ 30% Discount

AGENCY A BUYER B

Agency thought they knew the value of their 
agency. They didn’t.

With no competition, Buyer B is NEVER going to 
make their best offer.

Agency A sells at 30% plus discount.

Agency A will never realize what just happened.

1.

2.

3.

4.
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Example 3

A 100-year-old family business had been on a long, drawn-out process with a buyer it 
thought was a perfect fit. The father had been continually courted by a buyer with whom 
he had a 10-year relationship. However, while the father agreed to the buyer's offer, the 
son reached out to Sica | Fletcher to ensure it was a good deal. 

After Sica| Fletcher's review of the operations, growth, and profitability and by creating 
competition, the agency could sell its business to another for $90 million, 50% more than 
their initial offer of $60 million.

Example 2

A Southeastern Retailer signed a letter of intent with a buyer, but their lawyer encouraged 
them to consult an advisor to take a second look. Sica | Fletcher determined the seller's 
EBITDA was far higher than what the buyer had calculated for the seller, as the seller 
wasn't even sure of its earnings. The seller presented these new findings and said it would 
prefer to market the deal to more prospective buyers. Rather than lose out on the deal, 
the buyer agreed to increase the purchase price by 90%, from $10 million to $19 million.

Example 1

In one case, a West Coast Retailer signed a letter of intent with a buyer with whom it had 
been in talks for over a year. However, prior to closing, the buyer became unreasonable 
around basic closing terms, causing the seller to get cold feet and seek an advisor.

Sica | Fletcher reviewed the deal and was able to run a competitive process and ultimately 
take the $34 million offer to $48 million at closing.

Less Than a 1% Chance of Finding the Right Buyer



Brokering the Best Deal

For Example

calculating pro-forma EBITDA can 
significantly impact the purchase 

price. An experienced advisor can run 
a competitive process, enabling the 

seller to control the calculation of the 
pro-forma EBITDA, the timing, and the 

due diligence. Creating a sense of 
pressure encourages buyers to offer 
more for the agency and enables the 

seller to make a more informed 
decision by speaking with buyers of all 

sizes, types, and personalities.
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Sica | Fletcher is well known as the leading strategic 
and financial advisory firm in the U.S., specializing in 
the insurance brokerage space and related industries. 
We are also the leading advisor to the private equity 
firms most interested in investing in insurance 
brokerages and the private equity-sponsored agencies 
created in recent years. 

The firm was founded in 2014 by Michael Fletcher and 
Al Sica, two of the industry's leading insurance M&A 
advisors who have closed over $19 billion in insurance 
agency and brokerage transactions since 2014. Sica | 
Fletcher has been ranked by S&P Global as the #1 
insurance M&A advisory firm since 2017 in terms of 
total deals advised.

ABOUT SICA | FLETCHER

All our white papers, videos and other 
resources can be found here:

www.sicafletcher.com/research-2024

For more information, visit:

www.sicafletcher.com

Comments on this paper?

Want to learn more?

Let’s Get In Touch:

https://www.sicafletcher.com/contact
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